Just say no to poorly performing payor contracts.
For most practices, overhead costs are rising and reimbursements are decreasing. As a result, net revenue for the physicians is being eroded. Many physicians believe that it is difficult or impossible to change the reimbursements that they receive for their services. However, by reviewing your payor contracts on an annual basis and negotiating with payors from a position of strength, you can have an impact on your reimbursements. This article will discuss that process and provide you with suggestions to make your negotiations with your payors productive and lucrative.